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Roger MOSER, Thorsten MIGGE, Martin LOCKSTROEM and Jessica NEUMANNThe ability to understand one’s own culture
and to deal with the specificities of foreign
cultures is one of the core requirements in
today’s international business. Management
skills are partially culture specific and
a management approach that is appropriate
in one cultural context may not be
appropriate in another. Given the global
spread of business activities of companies,
managers are often required to interact
with different cultures.
This paper aims to analyse cultural
characteristics, especially in a Sino-German business context. Based on
literature analysis and case study research,
relevant cultural standards in China were
identified through the lens of German
managers. Based on interview results,
three core constructs (time, relationship
and communication) were identified.
During a cross-case analysis, five sub-
constructs – trust, collectivism, power
distance, risk perception and negotiation
patterns – were repetitively recognised as
explanation for any issues that emerged in
the three core constructs. This indicatesthe connection of the three main
constructs with the five sub-constructs.
The three superordinate areas of culture
represent basic characteristics of the
Chinese culture that seem to occur in
virtually any intercultural encounter
between Chinese and Germans in
a business context. This differentiation is
proposed to support the flexibility of the
set of cultural standards and to create
a better understanding of the different
roles that they can play in practice.INTERVIEW
NON-LINEAR GROWTH: THE ROAD AHEAD FOR INDIAN IT OUTSOURCING COMPANIES
THE INFOSYS EXPERIENCE: IN CONVERSATION WITH S GOPALAKRISHNAN, CEO AND MD, INFOSYS TECHNOLOGIES
Y.L.R. MOORTHIIndian IT outsourcing companies (major
among them being the SWITCH companies –
Satyam, Wipro, Infosys, TCS, Cognizant
and HCL) have grown in the past by
increasing their head count and earning
revenues proportional to the number of
employees. While such ‘incremental‘
initiatives have made for steady growth so
far, with the bigger companies already
reaching a head count of 100,000
employees, the future may perhaps lie in
the realm of ‘disruptive’ initiatives and
non-linear growth.
This paper first outlines the disruptive and
the incremental initiatives of the SWITCH
companies and then follows up with an
interview with S Gopalakrishnan, CEO and
MD, Infosys Technologies.Some of the mechanisms of incremental
growth adopted by SWITCH companies
include rapid growth – assisted by an English
speaking and relatively low wage force,
technical education and a proactive
government policy, and the ability to spot
the potential of the outsourcing market
quickly and build on it; policies to attract,
train and retain manpower; increasing the
depth of engagement with existing
customers rather than scout for new ones;
using solution accelerators or re-usable
components and developing standardised
templates for specific industries; training
employees to deal with the new
requirements, such as a shift towards
consulting; cloud computing; creating value
for all stakeholders since interdependenceis a critical factor in ensuring long-term
stablility; moving to the higher end of the
spectrum of services; using nuanced and
intelligent pricing; and building in flexibility
to execute the same strategy differently.
The more difficult ‘disruptive’ initiatives
include branding, focusing on product IP,
acquiring the deep domain knowledge
required for end-to-end business consulting,
and expanding their geographical spread
and skill base through acquisitions.
Aiming for non-linear revenues to account
for a third of the company’s revenues in
future, as against the present 10%,
S Gopalakrishnan, CEO and MD, Infosys
Technologies, spoke to Prof YLR Moorthi
about how Infosys is taking its ‘disruptive’
initiatives forward.
